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A PRESSING NEED for Indian Developers
MARKETING
Strategic

An analysis of how digital platforms can play a major role in building 
robust marketing strategies for sustainable market footprint



Matters?
Market Research
Why

An effective marketing strate-

gy needs to be complement-

ed with the right research to 

understand the exact con-

sumer demand. It is notewor-

thy that demand patterns are 

evolving & sometimes prod-

ucts are misaligned with con-

sumer expectations. Hence, 

effective market research 

would not only render key in-

sights to run a campaign but 

can also help towards prod-

uct repackaging.

Research should include a 

SWOT analysis of the product 

along with competition map-

ping of the other projects 

in the vicinity. Competition 

mapping can help in offering 

key insights into existing proj-

ects in the vicinity, ticket-siz-

es, payment plans, current 

inventories, sold-out units, 

etc. Based on the insights re-

ceived, the existing product 

can be customized to match 

the market demands.

Overview

The old world marketing tools such as print ads, outdoors, leaflets 

still hold prominence but need to be strategically clubbed with oth-

er emerging forms such as digital platforms & events to optimize 

results.

Similarly, a successful campaign needs to be supported with a thor-

ough Market Research Exercise in order to evaluate the exact con-

sumer demand along with analyzing the competitive landscape.

Prudent research will be crucial towards running ROI-driven mar-

keting & minimized unwanted costs.

Indian developers need to take a 

more strategic approach to mar-

keting. In this digital native era, 

developers need to shift their 

marketing gears in order to maxi-

mize the results.
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Marketing
to Build the Sales Funnel

A robust Real Estate marketing campaign needs to leverage a multi-

tude of channels across Print, Outdoor, Digital, BTL etc. In the digital 

native era, the role of web & technology is growing fast to bolster suc-

cessful Real Estate marketing campaigns.

Apart from popular digital marketing tools, Real Estate marketers 

need to delve deeper & leverage the power of other crucial tools such 

as Content marketing, Road-Blocks, Publisher Exchange Marketing & 

much more.

REPUTATION
Management

In the current scenario, reputation manage-

ment is equally important in Real estate. Mod-

ern developers need to understand that buying 

a home is an extremely high-involvement deci-

sion for an average buyer. Hence, a bad devel-

oper reputation or even a negative review can 

adversely affect overall sales velocity.

In addition to conventional PR 

tools, there is a pressing need to 

look into Online Reputation Man-

agement. In a time of democratiza-

tion of the media space, platforms such 

as Glassdoor, Mouthshut, Google Reviews, etc. 

are very essential & can go a long way towards 

nurturing the brand value of a Real Estate enti-

ty.

Amidst explosive popularity of social media, marketers need to learn 

how to utilize newer forms of marketing campaigns in social media 

such as look-alike campaigns, carousel ads, call campaigns, etc. Sim-

ilarly alongside Facebook, which is undoubtedly the 

most popular so- cial media channel, 

other popular tools such as LinkedIn & 

Twitter should be used meticulously.

A successful mar- keting campaign is 

not just about the platform utilized but 

also the type of con- tent deployed. Mar-

keters should understand the growing significance of 

interactive contents such as video marketing. Videos are becoming 

a powerful tool to capture leads & build brand awareness in modern 

Real Estate.

Recently, 360XLR8 has been 

roped in by a Dehradun-based 

developer to help them with one 

of their projects which was locat-

ed in Rajpur Road- a sought-af-

ter location in the capital of Ut-

tarakhand.

Apart from providing recapital-

ization for the stalled project, 

360 XLR8 also devised & im-

plemented a powerful market-

ing campaign for the same. The 

campaign focused on maximiz-

ing strengths & opportunities 

alongside mitigating risks.

Case Study of
360 XLR8



Marketing

Tower B

92% Sales

Plan- March 2020

With strategized marketing, sales 
funnel was created which eventually 
resulted in selling the inventory

From the Sales proceeds of Tower 
A, Construction started full fledged 
for Tower B

Tower A, was made Ready to Move, 
which helped in selling the project 

as RTM

Tower B will be RTM by June 2020. 
The entire inventory will be sold off 

by then

Thorough research on the nearby projects was also conducted. This enabled 

them to understand the exact demand in the region & based on the same 

realign the product to match the demand. The price of the product was 

changed & a new payment plan 

was introduced to accelerate the 

sales velocity.
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